In this chapter Wolvin reviews some of the principal research and theory in listening in order to provide a foundation for building listening theory. Recognizing that a great deal of work has been done in the study of listening, he proposes that this work can be characterized from physiological, psychological, sociological, and communicative perspectives which frame an engagement theory of listening. These perspectives can enable listening scholars, teachers, and practitioners to identify more fully the principles underlying their work in this important communication function. Powers (1995) has offered a conceptual model for understanding the intellectual structure of the communication field, suggesting that we can organize our knowledge into tiers: content and form of messages; communicators; levels of communication; and communication contexts. Interestingly, most of the theory that groups in the "communicators" category centers on the communicator as producer/sender of the communication messages.
On the other hand, the study of listening has not proceeded from a totally atheoretical perspective. Admittedly, much of the listening instruction model has focused on a "quick fix" list of skills. But even that skill set has a solid empirical origin. In a pioneering study, Nichols (1948) subjected the incoming University of Minnesota freshmen to a battery of tests to determine what makes for good and poor listening in the classroom student context. His profile enabled him to describe some familiar characteristics of poor listening: (1) condemning a speaker's subject as uninteresting; (2) criticizing the speaker's delivery rather than focusing on the message; (3) preparing an answer to a point or question before comprehending it; (4) listening only for facts; (5) wasting the advantage of thought speed over speech speed; (6) tolerating or creating distractions; (7) faking attention; (8) permitting personal prejudices to interfere; (9) avoiding difficult material; and (10) attempting to take outline notes even when the message isn't structured to be outlined. To this day, these characteristics (essentially the Ten Commandments of listening) continue to be listed (see Gilbert, 1988) for students as the issues to overcome in order to be good listeners.
Missing from this instructional recipe is the foundation for understanding why these are listening issues. Overloaded with messages, a listener may find faking attention to be a workable strategy in today's work environment, for example, if the communication relationship and the outcome of the communication really are not all that important. Listening competency, like any communication competency, builds on a tripartite cognitive, affective, and behavioral foundation (Wolvin and Coakley, 1994) . The listener needs to know what he or she is doing (and why), be willing to be engaged in the communication, and -finallyperform the necessary behaviors that counter some of what Nichols' popular magic list of poor listening habits suggests.
As a result, listening scholars have explored the listening competency model in an effort to develop listening theory that can inform/support our claims. A group of listening specialists participated in a summer conference sponsored by the International Listening Association to establish a definition of listening so that we may begin to work from a more unified perspective. That definition -"Listening is the process of receiving, constructing meaning from, and responding to spoken and/ or nonverbal messages" (An ILA Definition of Listening, 1995) -can frame theoretical perspectives underpinning listening instruction and listening research. The definition effectively organizes the elements of the listening process into the physiology, psychology, sociology, and communication perspectives of this complex communication phenomenon. These theoretical perspectives intersect to provide for building a foundation of listening engagement.
The Physiology of Listening
Entering into the communication, the listener must receive the verbal/ nonverbal message. The auditory reception of this (usually) vocal message is a detailed audio-logical process involving the intricate, delicate hearing mechanism. The sound enters the middle ear, setting into vibration the tympanic membrane, and conducts through the inner ear to the brain (Newby and Popelka, 1992) . Problems with the hearing mechanism compound this receptive process. Researchers at the National Institute on Deafness and Other Communication Disorders (1996) estimate that as many as 28 million Americans have some type of hearing impairment. For some listeners, this loss, which can block or distort sound reception, can be profound. Excessive exposure to noise pollution and to loud music on headsets is of particular concern to researchers in the field of audiology.
Frequently, the listener also receives visual stimuli -the speaker's nonverbal cues such as facial expressions, body language, eye contact, and appearance. The visual process occurs when light rays, reflected from an object, fall on the cornea in the front of the eye. The rays then pass through the liquid aqueous humor contained in the anterior chamber behind the cornea. The rays pass through the lens and the vitreous humor behind the lens to the retina, the innermost part of the eyeball. The back of the retina contains the optic nerve fibers which pass to the visual cortex where the nerve fibers are formed into images. Cataracts usually result from the aging process and macular degeneration, a deterioration of the retina that leads to progressive loss of central vision, is a leading cause of blindness in people between the ages of 45 and 74. The National Eye Institute (2002) estimates that as many as 2 million Americans suffer from glaucoma, a disorder which usually begins in middle age or later.
The physiology of listening extends to the neurology of the process (Goss, 1995) . Once the auditory and/or visual receptors have received the message stimulus, that stimulus is recorded in the brain. The brain contains billions of neurons, the transmitters of the electrical-chemical information throughout the brain. The occipital lobe (the visual area) and the temporal lobe (the auditory area) in the cerebral cortex coordinate the association and storage functions. Specifically, the Wernicke's and Broca's regions of the brain are activated in response to auditory stimuli (Just, Carpenter, and Keller, 1996) , and the prefrontal cortex is where comprehension is believed to occur (Kane and Engle, 2000) . Brain damage can, of course, interrupt the processing of messages. Neurological research on the effects of aging on the brain (Salk Institute, 2002) most currently supports the view that the nerve cells -neurons -in the brain regenerate through mental use throughout one's lifetime.
Clearly, listening is a highly complex physiological process involving the human receptors and influenced by the human sensory capacity. The genetic structure of these receptors has a profound effect on the listener's sensory capacity. MRI brain research at the Indiana University School of Medicine (Phillips, Low, Lurito, Dzemidzic, and Mathews, 2001) , for example, illustrates that male listeners process language through the left side of the temporal lobe. Female listeners were seen to process language in the temporal lobe through both sides of the brain. However, a larger scale MRI study (50 men and 50 women) concluded that men and women actually do not have substantive differences in lateralization of brain activity or brain activation patterns during a listening task (Frost, Binder, Springer, et al., 1999) .
The physiology of listening has received some attention from listening researchers. Villaume, Brown, Darling, et al. (1997) , for example, looked at the effects of presbycusis (age-related hearing loss) on conversation characteristics of elders. Beatty and McCroskey (Beatty, McCroskey, and Valensic, 2001; Heisel, McCroskey, and Richmond, 1999) argue that communication theory must account for the human biological system, that communication is a biological process. And nowhere does this have greater bearing than in our efforts to understand the complex process of listening behavior. The neurobiology and the psychobiology of the listener are at the core of his/her functioning as a listening communicator.
The Psychology of Listening
The operationalization of listening extends beyond the physiology of the process to the psychological functions as well. After the message has been received through the auditory and visual channels, it must be attended to through the short-term memory system. While researchers disagree as to how the short-term memory system receives and holds the information, they do agree that the attention span is quite limited, possibly as short as a few hundred milliseconds to a longer phase of up to about 30 seconds (Cowan, 1995) . Cognitive psychologists (Lang and Basil, 1998) have come to understand attention as a limited resource of a fixed capacity of sensory systems and memory mechanisms. Janusik (2005) stresses that listening researchers need to apply the principle of working memory (in which information is both processed and stored synergistically) originally conceptualized by Baddeley and Hitch (1974) to explain the listener's attention limits. This theory of attention, which guides attention and memory research today, explains how the listener shifts stimuli from and into long-term storage while, at the same time, creating meaning.
Attention to the message is affected not only by the listener's working memory system but also by the listener's perceptual filter. The perceptual filter serves to screen the stimulus so that one's predispositions alter the message received. The listener's background, experience, roles, and mental and physical states make up this filter and shape the listener's expectations for the messages being presented. Studies suggest that "the louder, the more relevant, and the more novel the stimuli, and the more likely they are to be perceived by the listener" (Barker, 1971, p. 31; Driver, 1992) .
Once the message has been received by the listener through the auditory, visual, and attention processors, the message must be interpreted. This stage of the process involves fitting the verbal and/or nonverbal messages into the proper linguistic categories stored in the brain and then interpreting the messages for their meanings. Van Dijk and Kintsch (1983) suggest that this interpretation results from three different mental representations: a verbatim representation; a semantic representation that describes the meaning; and a situational representation of the situation to which the message refers. Lundsteen (1979) describes this as the internal speech process during which the listener "may give to a word or message a meaning that probably includes an internal picture of the thing or event named by the word (p. 34)." Burleson (2007) depicts the interpretation process as multi-dimensional; listeners interpret others' meanings, intentions, and motives. This interpretation usually occurs at the surface level, though at times the listener may be required to engage in-depth processing through a systematic analysis of the speaker and/or the message. Decoding the verbal and nonverbal language varies according to each listener's perceptual filter and linguistic category system. Consequently, the original intent of the speaker's message may be interpreted, misinterpreted, or even changed as the listener assigns semantic meaning in this cognitive process.
Early theory and research in attitude change supports our understanding of this process. For example, Osgood's (Snider and Osgood, 1969) semantic space is descriptive of this function. The listener may interpret messages according to a sense of evaluation (good or bad), activity (active or inactive) and potency (strong or weak). Likewise, the interaction of the listener's values, attitudes, and beliefs (Rokeach, 1969) shapes the meaning that is constructed in the listener's cognition. "Selective attention is not so much the conscious 'tuning out' of inconsistent information as it is the unconscious 'tuning in' of consistent information" (McCroskey, 1971, p. 172) .
The cognitive process of assigning meaning is understood by cognitivists as mental schema. Schema theorists (Edwards and McDonald, 1993) describe the decoding/interpreting process as a mental organizational task. Humans carry schemata, mental representations of knowledge, in the brain. These organized information structures consist of nodes (concepts, events, objects) and links (relationships of the nodes). New information is first run through these existing schemata -scriptsand then interpreted. Smith (1982) suggests that these generic scripts serve important listening purposes in telling us to what we should attend; serving as the framework for interpreting incoming information; and guiding the reconstruction of messages in memory. Those who are perceived to be more competent conversationalists have a better schema for processing conversation (Miller, deWinstanely, and Carey, 1996) . A listener's processing requirements vary as the length and the speed of the message varies. Beatty (1981) identifies "cognitive backlog" as a significant part of this process: the listener continually adds (backlogs) material to be remembered for later recall. Listeners who confront increased message length and/or speed may experience higher levels of listening anxiety and diminished listening ability (King and Behnke, 2004) .
The reconstruction of messages in memory returns us to the listener's working memory capacity and how the listener is, then, able to recall and to use the information which has been communicated. Thomas and Levine (1994) have argued that verbal recall and listening are related but separate constructs. They call for more research on how recall fits into the theoretical model of the listening process: "As each element of listening -hearing, attending, understanding, and remembering -is more fully explored, a more contemporary theory of listening becomes attainable" (p. 122).
The psychological functions that bear on listening behavior are profound. Halley (2001) characterizes how listeners make meaning of the messages they have received and attended: "Meaning is assigned based on what is organized, the listener's intent, the listener's value system, and the expectations of the listener or the probability that a particular pattern should occur based on the experience of the listener" (n.p.). As the listener creates meaning, the "degree of congruence between the cognitions of a listener and the cognitions of a source" (Mulanax and Powers, 2001 , p. 70) yields listening fidelity (accuracy). Listening research demonstrates that many psychological variables -including listening styles (Johnson, Weaver, Watson, and Barker, 2000; Mullen and Narain, 2005; Worthington, 2004) , apprehension (Schrodt and Wheeless, 2001) , and perceptions (Ryan, Kwong See, Meneer, and Trovato, 1994 ) -influence the way listeners create their meaning from the listening experience. "Successful message reception … requires an understanding of the goals and intentions of the communicator as well as the literal implications of the message being transmitted," note Wyer and Adaval (2003, p. 292) , confounded by the listener's purpose and expectations of the complexities of the communication.
The Sociology of Listening
Once the listener receives and interprets the message through his/her cognitive psychological process, he/she then responds to the message. This response, the listener's feedback, takes listening beyond the internal, self-controlled cognitive processing and back into the communication relationship. Some listening scholars (Wolvin, 1989) argue that overt listener responses go beyond the act of listening, that listening is limited to the receiving/decoding process. Perry (1996) , in his review of feedback, concludes that it is a separate function: "Knowledge effects, the reconstruction of memory, and the evocation of schemas before response all point toward a complex series of steps that make feedback distinct from the three stages of listening" (pp. 23-4). And indeed, the complexity of the listening stages does support this perspective. Others argue that listening within the context of communication must include an overt response in order to distinguish the act of listening from cognitive processing (Janusik, 2002) .
However, the listener's feedback is an essential part of the communication function of the interaction. As Daly (1975) observes, "No matter how effective, skilled, or competent an individual is in listening, unless he or she is perceived as listening by the other interactants, little may be accomplished" (pp. 1-2). The perception of being listened to is important and difficult, for, as Beach and Lindstrom (1992) observe, "speakers also rely upon recipients to display whatever effect(s) speaker's utterance(s) might have in the course of their delivery" (p. 27). And Cooper and Husband (1993) demonstrate that these perceptions created by feedback behaviors that "show an accurate understanding of the message as well as demonstrate support for the relationship between the communication participants…" (p. 13) really define listening competency.
The listener's feedback puts listening into the relational context, providing a more complete picture of the listener/communicator. Rhodes (1993) has noted that the transactional perspective requires that we "look at a 'listener' in relation to a 'speaker' -to look at both parties simultaneously -to look at both parties together as a whole" (p. 224). Pecchioni and Halone (2000) have built a construct of relational listening in social and personal relationships. Others have looked at listening in family interactions (Coakley and Wolvin, 1997; Ross and Glenn, 1996) and in professional settings such as health care (Arnold and Shirreffs, 1998; Trahan and Rockwell, 1999) . Imhof (2004) developed a profile of listeners across contexts made up of professional, instructional, family, and friends. Further, the concept of empathic listening requires that the listener must attempt to understand why the fellow communicator is responding as he/she responds (Walker, 1997) . And I would argue that a meaningful interpretation of any message requires listening empathy, situating the competent listener front and center in any communication relationship. Purdy (2003) emphasizes that "listening creates community" (p. 1). Historical roots of communication in Western society, he observes, center on the speaker. "With the advent of the late modern world, communication can no longer be speaker dominated. It is now critical that listening also be central to the shaping of community …" (Purdy, 2003, p. 1) . The sociology of listening, then, extends beyond the relationship to the culture of the listening community itself. As Purdy (2000) stresses, "Different cultures express their listening differently …" (p. 65). Edward Hall's (Hall and Hall, 1989) model of low and high context cultures suggests that listeners in high context cultures rely on a common understanding of cultural values and rules whereas listeners in low context cultures must attend more explicitly to the verbal message. "In high context cultures, it is the responsibility of the listener to understand" Reisner (1993) explains, while "in low context, it is the speaker who is responsible for making sure the listener comprehends all" (p. 31). Thomlison (1997) identifies any of a number of cultural variables -values and beliefs, language, nonverbal codes, cognitive processing -that bear on listeners' attempts to reduce uncertainty and gain understanding across cultures. In their interesting contrast of American and Swedish conversation patterns, Beach and Lindstrom (1992) illustrate intercultural listening as "passive recipiency" in their research on Swedish conversational interactions that move toward fuller participative "speakership" (p. 34).
The notion of speakership suggests that listening theory does not necessarily have to center on the listener only. Admittedly, most of what we know about listening behavior has been applied to our understanding of listening competence (Wolvin and Coakley, 1994) . Rubin (1993) , however, argues that what we know about listening supports a model of "listenability," text that is oral-based and rhetorically considerate of the listener's perspective. Listenable prose, he (Rubin, Hafer, and Arata, 2000) has discovered, contains "less dense syntax, greater frequency of personal pronouns, more verb-based rather than nominal constructions, and less lexical diversity than literate-based style" (p. 130). Earlier, Weaver (1972) offered a listenable model couched in terms of "what the talker can do to help (p. 107)." Stressing the need for speakers to create and present listenable messages, Wolvin, Berko, and Wolvin (1999) center listenability on the clarity, conciseness, and color of the communicator's language.
The Communication of Listening
Effective listening and listenable speaking ultimately converge into the communication perspective of listening behavior. Adapting Johannesen's (1971) theory of dialogue as communication, Floyd (1985) describes this as dialogic listening. He characterizes the listener who truly engages in the dialogue with his/her fellow communicator: (1) genuineness; (2) accurate empathic understanding; (3) unconditional positive regard; (4) presentness; (5) spirit of mutual equality; and (6) supportive psychological climate. And it is the listener who assumes an active role in the interaction who can be characterized as a communicator. For he or she will consciously share the responsibility for the outcome of the communication and will engage in these behaviors that furthers/supports that outcome. Roberts and Vinson's work on willingness to listen (1998) offers further empirical support for listening attitudes and behaviors as positively correlated with communication skills. Their scale accounts for the level of acquaintance (friend, stranger, acquaintance), physical location (school, work, interperson), communication context (dyadic, small group, public speaking) and mediated/ face-to-face interaction. Their research suggests that, while listeners are possibly predisposed to be willing listeners through personality trait, they can and do manipulate their level of listening willingness.
Interestingly, Cornwell and Orbe (1999) note that "throughout our research on building dialogic relationships, listening received very little explicit attention, if any at all, from scholars," leading them to conclude that "conceptualizing communication as dialogue … requires a reconceptualization of listening" (p. 86). As we reconceptualize listening communication, Bentley (1997) argues that we need to pay more attention to speaker expectations in defining and describing effective listening, because effective listening behaviors in real-time listening are behaviors that are speaker-determined. "Listening as a linking function," explains Purdy (1997) , "serves to build relationships. We build strong links with others by listening to why they are and what they mean" (p. 10).
Grounding Listening Theory
The construct of listening from physiological, psychological, sociological, and communication perspectives yields a description of how listeners (and listenable speakers) behave or ought to behave in communication transactions. Some researchers (Imhof, 1998; Stein, 1999) have expanded the methodological base to provide elaborated models of listening behavior before, during, and after the listener performs. Goss (1995) stresses that the ability to gather, store, and retrieve information (human information processing) is at the center of our understanding of the intrapersonal, listening communicator. Beatty and Payne (1984) associate cognitive complexity with the listener's information processing ability.
This human information processing perspective of listening, however, is not without critics. Thomas (1992) , for instance, argues that the information processing model is at best a metaphor, not a representation, for human developmental and communication processes. He notes that humans are not mechanical information processing devices. Humans are distinguished by continuously changing brain structures, ability to self-regulate, self-awareness, and internal processes. Emmert (1989) has emphasized that it is important that we abandon the notion of listening as "a" process and "begin to develop a multivariate/multiple process view of listening in our theories and definitions …" (pp. 12-13). Janusik (2002) stresses that current models of listening neglect the more widely-accepted notion of working memory over the traditional short-term memory/long-term memory models, thereby limiting our conceptualization of the process.
Purdy (2000) also argues for an expanded model of listening. He believes that this cognitive, rational approach to understanding listening by focusing on stages in the listening process limits listening theory: "Listening (and actually most of communication) theory works to develop constructs that lump the characteristics/attributes of listening together into categorizations that fit some preconceived or data directed conception that can be perceived and interpreted in different ways (pp. 48-9) ." Purdy (2000) suggests that listening research needs to expand beyond the more traditional qualitative and quantitative methodologies to a descriptive/phenomenological approach in order to reflect better the complexities of listening behavior. After all, Purdy (1991) notes, the resulting meaning that is constructed in a communication is more of a community event, something more than the results of the listener's assigned meanings alone.
While such an approach can indeed enrich our understanding of listening, it should be recognized that our (Halone, Cunconan, Coakley, and Wolvin, 1998) quantitative analysis of our qualitative exploration of the dimensions of listening does support a preliminary conceptualization of listening. The identifiable cognitive, affective, and behavioral dim ensions of listening further the understanding of listening behavior as a multidimensional communication phenomenon. And this multidimensionality also has been demonstrated (Halone, Wolvin, and Chung, 2001 ) in how listeners symbolically conceptualize what listening is/is not in human interaction. Additional support for our theoretical framework of listening competency suggests that listeners recognize behaviors specific to the taxonomic level of listening -discriminative, comprehensive, therapeutic, critical, appreciative -in which they engage (Ford, Wolvin, and Chung, 2000) .
An Engagement Theory of Listening
It is clear that the listening models which have been developed to date assume that the listener is engaged in the communication with the speaker. (Beyond the scope of this chapter, another exploration of listening could take us to a consideration of non-human listening: listening to animals; listening to music; listening to the environment.) As Roberts and Vinson's work on willingness to listen exemplifies, the listening models assume listener engagement in the communication.
An engagement theory of listening might borrow from Shneiderman's work on the concept in electronic and distance education environments. "The fundamental idea underlying engagement theory is that students must be meaningfully engaged in learning activities through interaction with others and worthwhile tasks," note Kearsley and Shneiderman (1999, p. 1) . Applying the model to computer-based learning, they argue that engagement offers a more sophisticated perspective on how students engage, not just interact, in cyber-learning. Using engagement as a conceptual framework for technology-based learning and teaching, Miliszewska and Horwood (2006) suggest that engagement theory may serve as a valuable paradigm for understanding how learners behave.
Extending this educational model, it is possible that the concept of engagement can serve a useful framework for understanding how listeners (like learners) function. Given the multidimensionality of listening competency, it is recognized that listeners are guided by their communication goals.
The taxonomy of listening functions, expanding on previous work on the hierarchical nature of listening skills by Lundsteen (1979) , correlates with five general purposes of listeners -purposes which should be aligned with the speaker's goals (Wolvin and Coakley, 1979) .
There are specific listening skills unique to each of these listening purposes, skills which operate in a hierarchical sequence depending upon the listener's need or objective at any particular time. Discriminative listening enables the listeners to distinguish the auditory and/or visual stimuli at the sensory level. Comprehensive listening requires the listener to use the discriminative skills while functioning to understand and recall the speaker's information. At a higher order, listeners build on their discriminative and comprehensive listening skills to be therapeutic (providing a sounding board for a person to talk through a problem), critical (assessing the acceptability of the speaker's message), or appreciative (enjoying the stimulus) listeners.
This taxonomy of listening functions, which has shaped instruction in listening skills, knowledge, and attitudes (Wacker and Hawkins, 1995) , is consistent with perspectives that have been developed in communication theory. In a series of studies, for example, Berger and colleagues have utilized a communication plans model for understanding how communicators organize knowledge and skills necessary for reaching communication goals (see Berger, 2007 , for a summary of this work). Berger suggests that understanding the interaction of communicators' planning dialogues and verbal dialogues could be useful to communication scholars to explain what is communicated and how. And uncovering these dialogues also may help explain how we decode messages from others.
Indeed, Imhof's (1998) important work elaborates students' listening plans with a model of communication content-related activities that listeners strategize before ("Before going to class, I think about the subject matter that I might be expecting"), during ("When I take notes, I am trying to catch every detail"), and after ("After class, I go over my notes as soon as possible").
Likewise, Stein's (1999) research on student listening described a similar metacognitive planning model: processes before listening (constructs goals and prepares to listen); processes during listening (evaluates, expresses affective reactions, infers, interprets, monitors and activates comprehension, selectively attends, integrates, and takes notes); and processes after listening (evaluates retrospectively, notes relevance to goals, asks questions, interprets retrospectively). Similarly, Pecchioni and Halone (2000) model listening in a relational context as pre-interaction, during interaction, and post-interaction.
A related communication perspective that can inform listening engagement theory is communication scholars' work on communication goals. Kellerman (1992) notes that "communication is goal-directed … We don't communicate (i.e., engage in symbolic exchange) randomly" (p. 289). Clark and Delia (1979) identified the need for interaction goals which must be negotiated for the desired outcome of the communication to be achieved. Communicators may have both primary and secondary goals that drive their interaction behaviors. Dillard, Segrin and Harden (1989) have looked at influence goals in communicating: "the primary goals serve to initiate and maintain social interaction, while the secondary goals act as a set of boundaries which delimit verbal choices available to sources" (p. 32). Building on a model of interpersonal support in which listeners were found to assess a speaker's goal as the basis for establishing a listening goal (Horowitz, Krasnoperova, Tatar, et al., 2000) , Young and Cates (2004) looked at the listener's goals in providing social support in peer mentoring. They determined that emotional listening (expressing empathy, support, sensitivity) and directive listening (offering opinions and perspectives) were negotiable listening goals that furthered the communicators' relationship.
Another relevant perspective for understanding how listeners engage as communicators is Searle's (1969) speech acts theory. Searles notes that "speaking a language is engaging in a rule-governed form of behavior" (p. 16) which results in speakers uttering words, referring and predicating propositions, and/or performing illocutionary acts such as stating, questioning, commanding, and promising -all of which are designed to fulfill an intention. If the speech act is successful, the listener will understand the speaker's intention. It would follow, then, that listeners must engage in the process and negotiate their listening intentions with the speaker's intentions in order to accomplish their communication objectives. Much like speech acts, listening acts derive from negotiated communication goals that are subject to variables (see Wolvin and Coakley, 1996, ch. 4 ) that can be manipulated and modified in the process.
The level of listening engagement also is guided by the listener's level of involvement. Chaiken (1980) outlined a dual processing model of decoding messages. In her important work, recipients of persuasive messages were found to employ systematic information processing strategies (detailed processing of the persuasive content and strategies) when the messages triggered high involvement. Low involvement in the messages, however, led listeners to use heuristic processing strategies (utilizing simple rules from past experiences and observations). Petty and Cacioppo (1986) expand on this dual processing model with their Elaboration Likelihood Model of persuasion. When exposed to persuasive messages, this model describes, listeners may take a central route to cognitively process the information, thoughtfully examining content issues. Rather than engaging in full elaboration of the content, however, listeners frequently use a peripheral route for processing in the information. Using simple decision rules, they may be more influenced by such heuristic factors as the speaker's credibility, if they like the speaker, or if they perceive that others believe/support the speaker's claim. Not surprisingly, much of what we receive as listeners (and that increases significantly in today's information-overloaded society) is processed peripherally. Only that information which we perceive to be of high personal relevance usually makes it into our central processing. Expanding this dual-processing theory beyond critical listening, interpersonal communication scholars are making some interesting applications of the model to listening outcomes in supportive communication (Burleson, 2009 ).
A listener's level of engagement in processing messages requires self regulation. We can turn back to work in the field of education on selfregulated learning to study how listeners can manage their listening engagement. Self-regulated learning has been defined as "an active, constructive process whereby learners set goals for their learning and then attempt to monitor, regulate, and control their cognition, motivation, and behavior, guided and constrained by their goals and the contextual features of the environment" (Pintrich, 2000, p. 453 ). Pintrich's influential education model of self-regulated learning organizes the regulatory processes in four phases: planning; self-monitoring; control; and evaluation. Pintrich's model, much like the work on listening strategies by Imhof (1998) , Stein (1999) , and Pecchioni and Halone (2000) , aptly describes selfregulated listening -as listeners set goals for their listening and then apply their knowledge, attitudes, and skills as communicators to their listening acts. The core of listening self regulation is metacognitive self monitoring. Lundsteen (1993) has explained how listeners use their metacognitive capacity for "monitoring their comprehension processes, selecting and implementing specific strategies in pursuit of a goal" (p. 107). She observes that "younger and less able listeners tend not to apply productive metacognitive strategies" (p. 121) as they engage as listening communicators.
Thus, listeners bring different levels of engagement to the listening process. These levels of engagement will be modified depending upon the communication goals of the listeners (and their speakers) and the perceived degree of involvement the listeners bring to the process.
To expand the theoretical frame by which we study the complexities of listening behavior, then, we need to recognize from whence we come. The human information processing perspective has allowed us to build a theoretical base for explicating the definition of listening as receiving, constructing meaning from, and responding to spoken and/or nonverbal messages. The qualitative/quantitative approach to this model has enabled us to establish a theory by which we can, as Littlejohn (1999) stresses, functionally organize and summarize, focus, clarify, observe, predict, research, and communicate what we have come to know about listening communication. Indeed, we are at an important intersection whereby we can use the theoretical grounding of listening cognition, affect, and behavior to understand more fully how listening communicators function at various intrapersonal and interpersonal levels. At the same time, this theoretical grounding can help us shift our paradigm and lead us beyond describing how listeners function to understanding more fully what listening is -the complex construct of listening (see Halone, Wolvin and Chung, 2001, p. 15) .
As we expand our study of listening in the 21st century, we can be informed by the physiological, psychological, sociological, and communication perspectives that ground our theoretical base. The intersection of these perspectives offers considerable opportunity for broadening our framework to listening cognition/behavior/affect in the broadest sense of listening engagement.
QUESTIONS FOR DISCUSSION
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